% _-Wefea ree'ol pun 9 [ea] 40 
 SALESMAN’S MANUAL 


Westinghouse 


Mobilaire Fan 
with the new Ahn fat principle 


; eo 
yan <<... so HH 


YOU SAY THIS ABOUT THE MOBILAIRE FAN 


The Mobilaire Fan is new. Prospective cus- 
tomers have seen nothing like it. You should have 
a story that explains the fan simply. The copy on 
this page gives suggestions for such an explanation. 


FIRST, SAY THIS 


“THIS IS A NEW KIND OF FAN. 
IT USES A NEW PRINCIPLE. IT 
WILL COMPLETELY CHANGE 
THE AIR IN THE AVERAGE HOME 
EVERY TWO MINUTES.” 


SECOND, SAY THIS 


“HOW DOES IT DO THAT?” 
FIRST, THESE AIR INJECTOR 
RINGS. SECOND, THE PITCH OF 
THE BLADES. THIRD, THE PLAC- 
ING OF THE FAN IN FRONT OF 
THE WINDOW. 


THIRD, SAY THIS 


“IN ORDINARY FANS NEARLY 
ALL OF THE AIR COMES IN AT 
THE SIDES. ITS DIRECTION HAS 
TO BE CHANGED AT. THE 
BLADES. THIS AIR COMING IN 
AT THE SIDES BLOCKS OFF THE 
AIR FROM THE BACK OF THE 
FAN. 

“THE RINGS KEEP THAT SIDE 
AIR OUT OF THE WAY OF 
THE BACK AIR AND THEY 
CHANGE THE DIRECTION OF 
THE SIDE AIR WITHOUT USING 
POWER. 

“THIS ADDS 1/3 TO THE FAN'S 
CAPACITY.” 


FOURTH, SAY THIS 


“IN THIS FAN THE BLADES AR. 
SO BENT OR PITCHED THA’ 
THEY MOVE ONE-FOURTH MORI 
AIR.” 
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FIFTH, SAY THIS 


“WHEN THE FAN IS PROPER- 
LY PLACED IN FRONT OF A 
WINDOW, THE AIR EXHAUST 
CAN BE AS HIGH AS 3000 CUBIC 
FEET OF AIR PER MINUTE. THIS 
WILL CHANGE THE AIR IN THE 
LIVING AND SLEEPING SPACES 
OF THE AVERAGE HOME EVERY 
TWO MINUTES.” 
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THE MOBILAIRE FAN 
THE ONLY REAL ADVANCE IN DESIGN SINCE 1888 


THE INDUSTRY'S SEARCH FOR 
LOW-COST COOLING 


For years the industry has been searching for a 
method of comfort cooling that would be low in 
cost. It is a fairly simple matter to cool a room 
through the use of refrigeration. But any refriger- 
ation system required a compressor, and the com- 
pressor was heavy, bulky, and expensive. The cost 
of cooling a room, a suite of rooms, or a house 
with refrigeration was so great that but a few 
families could afford it. 


Still there were two known facts that the engi- 
neers had to work on: These are: (1) outdoor air 
at night in summer is usually cooler than air indoors, 
and (2) air motion cools the body. Let’s discuss the 
first of these: 


ON A SUMMER NIGHT 


AIR OUTDOORS IS COOLER 
THAN AIR INDOORS 


On a summer night outdoor air is generally cooler 
than air indoors. This is shown in the diagram on 
the chart. After the sun goes down in the evening, 
the outdoor temperature drops. But the house has 
stood out in the sun all day, gradually absorbing 
heat. At the time the sun goes down, the house is 
filled with this heat. The temperature in the attic 
may be as high as 100°. In the upstairs sleeping 
room it is 90 some odd degrees and down in the 
first-floor rooms perhaps 85°. But the house does 
not throw off this heat rapidly. While the outdoor 
air cools, the air inside the house cools much more 
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slowly. Raising a window does little to help, be- 
cause, unless the wind is blowing directly in the 
window, the cool air from outdoors does not come 
inside the house. Thus, on many hot summer nights 
a person sleeping right next to a window inside a 
house is sleeping in air of a higher temperature 
than he would be if he slept just outside the same 
window. 


Now the ideal situation would be to bring that 
cooler outdoor air into the house and make the in- 
doors as cool as the outdoors. The drop in temper- 
ature of 10° would give the sleeper inside the house 
much more comfort. Remember, with air condition- 
ing the movies advertise “10 degrees cooler inside.” 
In fact, most air conditioning jobs are figured to 
give a 7 to 12 degree differential between indoor 
and outdoor temperatures. 


For years, the fan industry has been using vari- 
ous devices to bring that cooler air indoors. 


Second, the industry has tried to use the cooling 
effect which is given by moving air. Let’s discuss 
how moving air cools the body. 


In hot, humid 
weather an 
envelope forms 


Moving air breaks 
up the envelope 


Body throws off 
heat 


Our bodies are like furnaces. They throw off 
heat. If the body throws off enough heat, we are 
comfortable. When the temperature of the room 
approaches the temperature of the body, the heat 
the body throws off cannot dissipate into the air of 
the room. Consequently an envelope of sticky, 
humid warm air forms close to the body. And so the 


body cannot throw off heat as it normally should. 
Even the slightest air motion tends to break up this 
envelope of hot, stuffy air. You’ve felt that your- 
self, You’ve been terribly uncomfortable on a hot, 
sticky day. Then from somewhere there came a 
light breeze. Immediately you felt more comfort- 
able. That’s because the breeze is breaking up the 
envelope of hot, sticky, humid air around your body 
and allowing your body to throw off heat as it nor- 
mally should. A fan in summer makes you feel 
cool for this same reason. Any movement of air in 
a room set up by a fan tends to move heat away 
from you and to help your body to throw off heat. 

Well, the industry has used these two facts in 
two ways. 


THE INDUSTRY'S APPROACH 


(a) The attic fan 
(b) The window fan 


BOTH DO THE JOB BUT HAVE 
CERTAIN DISADVANTAGES 


Both of these devices blow the hot air out, bring 
in cooler outdoor air to replace it, and they give 
the cooling effect of moving air. But both have 
certain disadvantages. Let’s first talk about the 
attic fan. 


HOW THE ATTIC FAN WORKS 


As you can see from the sketch the attic fan is a 
large powerful fan placed in the attic of a home. 
This fan sets up a high air motion, by moving a 
large volume of air. The people in the home open 
the upstairs windows and the downstairs windows 
and the suction set up by the fan in the attic draws 
in the cooler outdoor air. It draws this air through 
the downstairs of the house and through the sleep- 
ing rooms. A large number of these fans have been 
sold in the south. Where they are installed properly 
they are most satisfactory. But there are certain 
things about an attic fan installation that hold back 
sales. These are: 


ATTIC FAN PROBLEMS: 


- Installation by a contractor 
* An expensive job 
- It’s not for renters 


Installing an attic fan is a contractor’s job. Some 
of the installations require that a hole be made in the 
attic floor, through the ceiling to the rooms below, 
so that the fan can draw air from the lower floors 
of the house. In other homes the stairway well is 
used to give the air free passage. Usually a special 
electrical circuit must be run to the fan. Almost 
always special duct work is required to guide the 
air movement in the proper way. 


Now you can see from this that such a job might 
be expensive. In the first place, the fan itself costs 
about $100 or more. One contractor reports that a 
good rule to use in estimating the cost of an attic 
fan installation is to multiply the list price of the 
fan by 2. $100.00 for a fan, $200.00 for the whole job. 


Another disadvantage of the attic fan is that it’s 
not for renters. A person renting a house would 
seldom invest this much money in an installation. 
In many cases, the landlord might not allow him 
to put the attic fan into the house, particularly if 
it required any structural changes in the house. 


The next approach the industry has made to this 
problem is the window fan. 


The window fan is semi-permanently installed and 
looks something like the installation you see in the 


HOW THE WINDOW FAN WORKS 
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picture on the chart. This fan operates like the ordi- 
nary exhaust fan. You turn it on and it blows air 
out of the window. As in the case of the attic fan, 
you open windows in other rooms, open doors and 
allow the fan to suck in air from outdoors and move 
it through the rooms. It does its job, it brings in 
the cooler outdoor air and keeps the air in the 
rooms moving. 

But there are certain things about the window 
fan that have held back its sale. The chart shows 
some of them. 


DISADVANTAGES OF WINDOW FAN: 


* Semi-permanent installation 
Blocks the window 

Unsightly 

Too large for many windows 
Window cannot be washed 

Not for casement windows 
Window decorations can't be used 


The window fan is installed in the window frame. 
It is anchored there for the summer months and 
puts that window out of use. It shuts off the light 
and a person within the room cannot see out of that 
window. 

Next, it’s unsightly both inside the room ahd out- 
side the house. 
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Another disadvantage is that in certain parts of 
the country the windows in the homes are built too 
small for the fan. This makes a problem for the in- 
staller because he has to build a special frame 
around the window. 


The fact that the window cannot be properly 
washed is a big objection with many prospective 
users. 


Then again it can’t be used in casement windows 
without special framing. 


Probably the biggest objection to window fans 
from women is that window decorations can’t be 
used. A window fan in the window of a room spoils 
the looks of that room. You can’t decorate the win- 
dow with the fan as you could other windows and 
so women complain bitterly about the use of a 
window fan. Just as soon as the warm weather is 
over they want to get it out of there so that they 
can go back to the drapes, Venetian Blinds or what- 
ever it is they use. Of course these same women 
like the comfort provided by this fan, but they don’t 
like it looks. A woman who owns one said, “I 
complain about its awful looks, but it’s a grand 
thing to have on hot nights.” 


Because the attic fan and the window fan have 
these disadvantages, Westinghouse approached the 
business with a question. How can a fan do these 
jobs and eliminate the disadvantages of attic and 


WESTINGHOUSE WANTED A 
PRODUCT THAT WAS— 


(a) COMPACT 
(b) PORTABLE 


(c) REQUIRED NO 
INSTALLATION 


(d) LOW IN COST 
(e) DID THE JOB 


Research was started at Springfield 


window fans? After a study the requirements shown 
on the chart were set up. 


Research was started at Springfield. A number 
of different types of fans were built and tested. Now 
Westinghouse knows fans. The first Westinghouse 
fan was built in 1888, and the Company has been 
building good fans ever since. But in all those years 
there has been little research on effective application 


of portable fans for comfort cooling—by Westing- 
house or anybody else. And so on top of the pro- 
duct design program, the Company authorized a 
broadened research program on the application of 
portable fans to comfort cooling. First, a leading 
electrical testing organization, the Electrical Test- 
ing Laboratories, was given the assignment shown 
on the chart. 


ELECTRICAL TESTING LABS ASSIGNMENT 


(c) Size of fan, amount of 
air to be moved 


The Electrical Testing Laboratories were well or- 
ganized to make tests on air circulation. They had 
a house within a house in their laboratories and 
this was ideally situated to set up any condition that 
might be found in the average home. The fan de- 
partment’s assignment to E.T.L. was to see what 
was the best way to get air movement within a 
house or apartment—to determine the size of fan 
needed, the placement of the fan, the volume of air 
that had to be moved, and other such details. These 
were to be laboratory tests, made with manufactured 
weather in a room similar to the one in the sketch. 


At the time the experiments were going on in 
the Electrical Testing Laboratories, a similar type 


of cooperative project was set up with the Agricul- 
tural and Mechanical College of Texas. The people 
at Texas A & M are authorities on the attic fan. 
They have done much of the experimentation that 
has resulted in attic fan practice today. 

Texas A & M technicians selected three houses 
and one apartment for their experiments. The Texas 
tests were conducted under actual weather con- 
ditions and are completely covered in Bulletin No. 
95 (1946) of the Agricultural and Mechanical Col- 
lege of Texas, entitled “The Efficient Use of Port- 
able Fans.” 

These tests determined the amount of air needed 
and developed a principle of application that is 
entirely new. 


THESE TESTS HELPED US DETERMINE— 


(a) The amount of air movement 
meee) CFM for an averagi 
ome 


(b) That for best results a fan 
should not be placed in a 
window 
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Determining the amount of air needed was im- 
portant. But let’s discuss why this particular amount 
is needed. 


WHY 3000 CUBIC FEET OF 
AIR PER MINUTE? 


The answer to “Why 3000 Cubic Feet Per Min- 
ute” is that in the average house there are 4000 to 
6000 cubic feet in the living and sleeping spaces and 
for comfort. the air should be changed about every 
two minutes. That makes a simple problem in 
arithmetic. You divide the 6000 by 2 and you have 
3000 CFM. 

So we need a maximum of 3000 CFM. But why 
shouldn’t the fan be placed in the window? Here 
is one of the most interesting findings that has come 
out of this research. 
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WHY FAN SHOULD NOT BE PLACED IN WINDOW 


In window 725 CFM 
air exhaust 


[ 3 feet from window 
1350 CFM air 

. exhaust 
r 


Let’s say that a given fan placed in the window 
gives 725 CFM exhaust. The tests show that if the 
same fan were placed three feet back from the 
window so that the air was blown directly out of 
the window, the exhaust was increased to 1350 CFM. 

Here was a new idea entirely. It had always 
been thought that a fan placed in the window would 
give the greatest amount of air movement. Now 
it was definitely proven by tests that this was not 
true. 


HOW PLACING A FAN INCREASES AIR EXHAUST 
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The above curve shows how air exhaust is in- 
fluenced by the placing of the fan. The curved line 
represents the amount of air that is exhausted from 
the room. Note that when the fan is placed at the 
window the amount of air exhausted is small. As 
we move the fan back from the window this amount 
increases. Finally when we get up to three feet 
from the window you can see that the curve about 
levels off, that taking the fan back a bit further 
doesn’t help. 

This was an amazing new discovery. Up until 
now it had always been thought that a fan placed 
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in the window to exhaust air was placed at the 
point where it would do the most good. But that 
was not true. These tests proved definitely that this 
was not so. 

At the same.time the Texas A & M and the Elec- 
trical Testing Laboratories were working, our de- 
sign engineers at Springfield were working to im- 
prove fan blade air action. In the ordinary fan 


WHAT TO DO ABOUT SIDE SWEEP 


What the 
ordinary 
fan does 


THE IDEAL 


nearly all of the air sweeps in from the side, chok- 
ing off the air stream from the back of the blades. 
The top of the diagram above shows this. All of this 
side air must have its direction changed in the 
blade operating zone. Now if this side air could 
be directed into the outer edge of the forward air 
stream the blade could pick up considerably more 
air from directly behind as shown in the lower 
part of the diagram, and the fan would be much 
more efficient. 


LET’S SEE WHAT 
WESTINGHOUSE DEVELOPED 


THE MOBILAIRE FAN 
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HERE'S WHAT IT IS 


WHAT IS THE AIR JET PRINCIPLE? 


The amazing thing about this new kind of fan is 
that it has only a 16-in. blade. How is such a capacity 
obtained with a 16-inch blade? Well, it is made 
possible by the use of the air jet principle. Let’s 
examine what is meant by the air jet principle. 

The top of the diagram at the right shows the air 
action in the ordinary fan. In the ordinary fan 
nearly all of the air sweeps in from the sides, chok- 
ing off the air that is behind the fan. Now all of 
this side air must have its direction changed in the 
blade operating zone. By putting the air injector 
rings on this fan, Westinghouse engineers use the 
first fundamental of the jet that is used in this fan. 

The bottom part of the diagram shows how with 
the air injector rings the same amount of air sweeps 
in from the sides but is turned forward by the sta- 
tionary rings, and by jet action is picked up in the 
air stream without the use of power. This leaves 
the rear of the fan unobstructed for the entrance 
of additional air which already has the correct direc- 
tion. Thus the fan gives more air and takes less 
* power. But that’s only one part of the air jet prin- 
ciple. The other fundamental of the air jet prin- 
ciple is used in the placement of the fan. 

As shown in the lower diagram at the right, by 
placing the fan three feet away from the window 
the fan blows air directly out the window. How- 


Good looking 
3000 CFM 


Deeper pitched mi 
Air injector rings 


Plugs in 
Two speeds 


Adjustable for height 


Portable 
16 inch blade 


Ist FUNDAMENTAL OF 
AIR-JET PRINCIPLE 


WHAT THE INJECTOR RINGS DO 


ordinary fan 
blade in action 


fan blade air 
action with air 
injector rings 
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ever, the air stream between the window and the 
fan picks up air from the room and builds the vol- 
ume of air movement as shown in the illustration. 

This is the second fundamental of the air jet prin- 
ciple. First, the use of the jet principle through the 
air injector rings, and second, the use of the jet 
principle in the placement of the fan. It is through 
the use of these two scientific fundamentals of the 
jet that the Mobilaire Fan exhausts the large vol- 
ume of air that it does. 


3000 CFM FROM A FAN WITH 
A 16-INCH BLADE 


This is a remarkable performance for a fan — 
3000 CFM circulating capacity from a fan with a 
16-inch blade. For that reason it needs a detailed 
explanation. The average 16-inch fan delivers 1600 
cubic feet per minute. But this Mobilaire Fan with 
a 16-inch blade delivers 3000 cubic feet of air per 
minute. Now that’s almost unbelievable — the 
capacity of a fan built up from 1600 to 3000 cubic 
feet per minute. That’s adding more than two- 
thirds to the capacity of the fan. Here’s how this 
was done. 


HOW THIS PERFORMANCE 
1S ATTAINED___ 


1. Deeper pitched 


blades add 45 © CAPACITY 


By the use of a specially designed deeper-pitched, 
Micarta blade, 24%. is added to the capacity. These 
blades are even deeper than those used on the 
Poweraire. Now 24% is a lot of added capacity. 
It means 4 fans will do the work of 5. But here’s 
another way air volume is increased. 
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The multiple air injector rings 


This is a remarkable new feature of this design. 
By adding multiple injector rings to the fan, a jet 
principle of air delivery is used and this adds 30% 
more to the volume of air the fan can move. 

The exhaust of a fan when placed directly in the 
window is much lower than its circulating capacity. 
However, by using the new principle of placing 


The exhaust 
Capacity is built 
back up to the 

full rated 


circulating 
capacity 
3000 CFM 


the fan 3 ft. from the window this performance is 
built back up to 3000 cubic feet per minute of air 
exhaust. In commenting on the tests in actual 
homes, the Texas A & M report said, “The tests 
indicate that with a fan placed 36 inches from the 
window the flow of outdoor air into the room is up 
from 11%% to 2% times the flow which takes place 
when the fan is mounted directly in the window.” 

Always before it was thought that a fan would do 
a better job of blowing air out of a room if it was 
placed directly in the window. These tests by two 
independent organizations proved conclusively that 
such is not the case. The old way was to mount the 
fan in the window. The new way is to place the 
fan three feet in front of the window. 
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LET’S REVIEW THE FEATURES OF 
THIS REMARKABLE FAN 


IT’S PORTABLE. The Mobilaire Fan is portable. 
It weighs only 35 pounds It can be moved around 
easily. It can be rolled up or down stairs on its 
wheels. 


TWO SPEEDS. The fan has two speeds—low and 
high. You can turn it from one speed to the other 
simply by flicking a switch. 


IT IS QUIET. When the fan is running all you 
hear is air noise. Such a noise does not interfere 
with sleep because it’s an even, steady noise. Noise 
that wakes you up is sudden or one which, changes 
in intensity. The steady drone of a fan tends to lull 
people to sleep, not to awaken them. 


HEIGHT IS ADJUSTABLE. The height is ad- 
justable. The minimum height of the fan is 15 inches 
from the floor. And from that you can lift it to 39 
inches. This means it can be used in many types of 
windows. This is a good idea because no two 
houses are exactly alike. In one, the windows are 
at one height and in another at another height. All 
the user needs to do is adjust two thumb screws 
and the fan can be put at any height between these 


two limits. 


FLOOR SPACE REQUIRED. The fan is 17 by 
24 inches. That’s all the floor space that is needed 
to store this fan. That means it can be stored in a 
small closet. 


CONNECTS TO ANY OUTLET. The fan con- 
nects to any electrical outlet. All you do.is plug 
it in. 

COST OF OPERATION. It costs about the same 
as a 100 watt lamp to operate. 


EASY TO MAINTAIN. It is easy to oil, to clean 
and to keep in good running order. 


HOW THE MOBILAIRE FAN IS USED 


There are three main uses of the Mobilaire 
Fan. The largest number of prospects are these 
persons who will want it to bring in and cir- 
culate cool air at night. Let’s see how that’s 
done with the Mobilaire Fan. 
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HOW IT BRINGS IN AND CIRCULATES 
COOLER AIR AT NIGHT. 


HOW IT BRINGS IN AND CIRCULATES 
COOLER AIR AT NIGHT... 


The diagram above shows how this is done. You 
place in Mobilaire Fan in front of a window. You 
adjust it to the proper height. You plug it in and 
start it. Then you open other windows in the house 
so that you can draw air in these other windows 
and out the window in front of the Mobilaire Fan. 
Usually, the Mobilaire Fan is placed in a room 
that is not used for sleeping purposes. Then the 
windows in the sleeping rooms are opened and the 
air movement set up by the Mobilaire brings in 
cooler night air into the sleeping rooms and over the 
sleepers. 
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AIR in every room 


With the Mobilaire Fan set up as shown in this 
type of apartment you get air movement in every 
room. But the room in which you place the fan is 
the warmest room in the suite. This is because the 
cool air from outside comes in the windows of the 
other rooms and goes out the window in front of 
the fan. As the air moves through the house into 
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the room with the fan it picks up heat from the 
walls of these other rooms. Naturally, these other 
rooms cool off faster than the room in which the 
fan is placed. Perhaps it might be well to examine 
how thoroughly air is circulated by the Mobilaire 
Fan. 


HOW AIR TRAVELS 
IN ny 
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This sketch shows how air travels in a room. It 
comes in a window and doesn’t do as most of us 
have always assumed. That is go from the window 
to an open door and then on through the room to 
the hall and so on to the next room. Instead it 


comes in the window and goes in a direct line to. 


the wall directly opposite the window. It moves to 
that wall in a straight line, bumps against that wall, 
sets up eddys and currents close to the wall, is then 
picked up in the general air stream and carried on 
out into the other rooms. Now this means that there 
is an air turbulance and movement in every corner 
of the room. 


WHAT THIS MEANS IN AIR 
CIRCULATION IN EVERY 
CORNER OF THE ROOM 


the walls, picks up heat from the walls and this heat 
is carried with the moving air into the room with 
the fan, past the fan and out the window to out- 
doors. What this means in lower temperatures in 
sleeping rooms is shown in the chart below. 


HOW TEMPERATURE IN A SLEEPING ROOM 
DROPS WHEN A FAN IS RUNNING 


85° 
84° + 
700em. 800 9:00 10:00 11:00 12:00 
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Note how, in these tests, that as the fan runs on 
for two hours the temperature keeps dropping. 
Then the fan was stopped and note how quickly the 
temperature again built up inside the house. This 
curve proves conclusively that outdoor air brought 
into the house and moved through the rooms cools 
off the rooms. 

That’s the story on what the Mobilaire Fan is, 
what it does, and how it is used. Now let’s talk 
about how to sell this new kind of fan. 


HOW TO SELL THE 
MOBILAIRE FAN 


Well, there are really five steps you go through 
in selling this Mobilaire Fan. Here they are: 

As you look at the outline on the chart below 
the story you have to tell seems quite simple. But 


how this moving air cools these rooms 
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Here’s what that would look like in one floor of 
a house, or in an apartment. You can see that with 
air movement like this, the moving air washes over 
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in many cases you won't have to tell the cool night 
air story. If your prospect knows what an attic 
fan or window fan will do you don’t have to spend 
too much time on cool night air, or moving air. 

But since this is a new type of fan, you always 
have to explain it. You always have to demonstrate 
it. Then it always is well to explain the other uses 
for those might help you clinch your sale. 

The cool night air story and the moving air story 
have been covered. But the explanation of the fan 
is so important that you should have a plan of ex- 
plaining it so that you’re sure the customer under- 
stands. Here is such a plan. Let’s start with the 
first words you say to the customer. Here they are: 


"THIS IS A NEW KIND OF FAN. 
T USES A NEW PRINCIPLE. IT 
CAN COMPLETELY CHANGE 
THE AIR IN THE AVERAGE HOME 
EVERY TWO MINUTES.” 


Now after this opening statement your next step 
is to explain how the fan completely changes the 
air in a room every two minutes. For this prospect 
is standing there wondering why. Thus you say: 


“HOW DOES IT DO THAT?" 
FIRST, THESE AIR INJECTOR 
RINGS. SECOND, THE PITCH OF 
THE BLADES. THIRD, THE PLAC- 
ING OF THE FAN IN FRONT OF 
THE WINDOW. 


Remember, to the customer, this fan looks mighty 
small to do the air changing job you claim for it. 
Attic fans and window fans are much larger. But 
this 16-inch fan using the new air jet principle, when 
porperly used, has the exhaust capacity of a 20 or 
24 inch fan. That’s why you must explain how it 
does it. You do that by telling them the three things 
mentioned above. 

A statement like that calls for some explanation 
for this prospect is still standing there asking why. 
It will be well for you to be fairly exact in this ex- 
planation so here is a suggestion as to what you 
should say about the air injector rings: 
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“IN ORDINARY FANS NEARLY 
ALL OF THE AIR COMES IN AT 
. ITS DIRECTION HAS 


AT THE SIDES BLOCKS OFF THE 
AIR FROM THE BACK OF 
PAN. 
“THE RINGS KEEP THAT SIDE 
AIR OUT OF THE WAY 
THE BACK AIR AND THEY 
CHANGE THE DIRECTION OF 
THE SIDE AIR WITHOUT USING 
POWER. 
“THIS ADDS 1/3 TO THE FAN'S 
CAPACITY 


This wording will give you a good explanation of 
the air injector rings. If you can memorize it, do so. 
If you don’t do too well when you memorize, learn 
the points covered.It might be well, now that you 
have explained the air injector rings, to next explain 
about the pitch of the blades. Here is that story in 
simple language: 


“IN THIS FAN THE BLADES ARE 
SO BENT OR PITCHED THAT 
THEY MOVE 45% MORE AIR." 


Now here again this story should be just about 
right. Study it, get the idea, and put it in your 
own words if you want to. But, you must make 
this kind of an explanation. 

Now there’s one other thing that you have to 
say about the fan. Here’s what that is: 


“WHEN THE FAN IS PROPER- 
LY PLACED IN FRONT OF A 
WINDOW, THE AIR EXHAUST 
CAN BE AS HIGH AS 3000 CUBIC 
FEET OF AIR PER MINUTE. THIS 
CAN CHANGE THE AIR IN THE 
AVERAGE HOME EVERY TWO 
MINUTES.” 


After you have told this story, you now give the 
demonstration as it was given on page 3. For ref- 
erence, the steps of the demonstration are given in 
the illustration below: 


Now that you have explained and given a demon- 
stration of the Mobilaire, your next job is to ex- 
plain that no installation is required. Below are 
listed the points to be covered in this explanation: 


_  @ Plug it in and explain why the 
_ MOBILAIRE FAN is less expensive 


_¢ No contracting 
e No holes in ceiling 
e No duct work required 
_° No windows blocked 
_¢ For renter or owner 


ao 


The best way to get across this story is to show 
the plug on the end of the cord. The prospect can 
see that.it’s the same as the plug she has on any 
appliance and that it fits into any outlet. You can 
elaborate on any of the points shown in the chart 
above. The fan does the same job as the attic fan 
or the window fan, and the user doesn’t have to go 
to the expense of having a contractor make the in- 
stallation. The house isn’t torn up with holes in the 
ceiling or openings for duct work, with all the dirt 
and dust. 


Next Explain 
HOW TO USE FOR NIGHT COOLING 
Selection of room and window 
Spacing from window 
Adjusting height 
Opening and closing windows 
Opening and closing doors 


Now that’s what the user who wants to get the 
results from the fan must do. No one can tell 
them exactly what to do about any one of these 
points. They must experiment until they get the 
fan at the window where it does the most good. 
Then they must try opening and closing windows 
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throughout the house and opening and closing doors 
so that they get air movement in the rooms in which 
they want air movement. q = 

Still, this is a simple job. It will be easy for any- 
one to make the adjustments necessary to get the 
cool air and air movement in the rooms where it 
is needed most. 


Your next job will be to explain the other uses for 
these may help you make your sale. i 


HOW IT COOLS THE HOUSE 
IN THE DAYTIME 


PLACE CLOSE TO FLOOR > RUN AT LOW SPEED ° NOT CLOSE TO PERSONS 


The diagram above shows how the fan can be 
used to cool a house in the daytime. Usually, the 
fan in the daytime will be used in the lower floor 
of the house. In daytime, in summer, the big ad- 
vantage of cooling would be the air circulation the 
fan provides. In this application, the Mobilaire Fan 
would be used as.a conventional fan. It should be 
set close to the floor and operated at low speed. 
Also, because the air power of the fan is so great, 
it should not be placed close to persons, or should 
not blow on persons. 
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HOW TO USE TWO MOBILAIRE 
FANS IN PLACE OF ONE 
ATTIC FAN 


Use of two to do an attic fan job 


NO INSTALLATION, NO CONTRACTING, 
LESS EXPENSE 


Two of these fans can be used to do an attic ven- 
tilation job similar to that done by the attic fan. 
The sketch shows how that can be done: 

To make two of these fans work as attic fans, 
the door to the stairway to the attic must be opened 
and the two fans blowing out the attic windows 
would create an air movement comparable to that 
created by a large attic fan. The advantage of such 
a job is that it is not a contracting job, there’s no 
involved installation and it is less expensive than 
putting in an attic fan. 

Then, too, the fan can be used to dry clothes. 


HOW IT CA 
DRY CLOTHES 


The sketch above shows how. You know that you 
can hang clothes outdoors on a hot, sunshiny day 
when there is not a breath of air stirring and the 
clothes will take a long time to dry. The sun does 
some drying, but not enough. If a breeze comes 


15 


along, the combination of the sun and the breeze 
quickly dries the clothes. Women like clothes that 
are dried in the wind. The same effect can be pro- 
duced by the Mobilaire Fan. Place it at the end 
of a line of clothes and blow it along the line. It 
will quickly pick up the moisture in the clothe: 
and help dry them. : 

You can see from this that this is a remarkable 
fan. It does the job it was designed to do, and it’s 
good for many other uses, too. But let’s review 
what you have to do to sell it. There are only three 
steps in your sale, actually. 

As you think back over all that has been written 
in this salesman’s manual, you will find that you go 
through three steps in making a Mobilaire Fan 
sale. These are... 


1. Tell what it does. 
2. Explain what it is. 
3. Demonstrate how to use it. 


If you follow that procedure you will make sales. 
Now let’s discuss what does a new invention like 
this mean to you? 


WHAT THIS MEANS TO SALESMAN 


You have a new kind of fan to sell. You have a 
low priced fan to sell that will do a job comparable 
to a more expensive fan. Your fan needs no ex- 
pensive installation. This fan can be put any place 
at any window. If the user places it in one room 
and feels that he could get better results by trying 
it in another, he can move it into that other easily, 
without any trouble at all. Those, then, are big 
advantages with the prospect who wants a fan for 
cooling sleeping rooms. You have a fan at a low 
price. Your fan needs no installation. Your fan 
does the job. Thus you have a big advantage. 

Customers always buy the less expensive if they 
feel it will do the job as well. Tell them what the 
Mobilaire Fan will do and you'll make sales. And 
remember this,—because of the big price advantages 
you have more prospects. 

So let’s sum up: 

1. Because the fan is new you can get 
all prospects to look at it. 

2. Because it is different you can get them 
to stand still while you explain what 
it does. q 

3. Because it is less expensive, you have 
twice as. many people who can af- 
ford it. 


This combination of advantages should help 
you sell Mobilaire Fans. 
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